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1948 

1947 

. . . . $152,371,416 

$145,167,910 


Consolidated net sales for the year ended December 31, 1948 
reached an all-time high and net income showed improvement 
by comparison with 1947. 


SIGNIFICANT COMPARISONS 

Net sales . 

Net income. 3,788,566 

Net income per share of common stock outstanding at year-end . . 1.47 

Dividends paid per share of common stock. .90 

Total dividends paid on preferred and common stocks. 2,358,697 

Current assets . 49,852,210 

Current liabilities. 14,244,739 

Net working capital. 35,607,471 

Ratio of current assets to current liabilities. 3.50 to 1 

Funded debt. 13,000,000 

Net worth. 35,801,315 

40,610,638 
7,314 
1,347 
3,492 
12.03 
518 
1,773 
14 


Inventories 

Number of employees at year-end. 

Number of stockholders at year-end—Preferred. 

Common. 

Book value per share of common stock outstanding at year-end . 

Number of branch stores at year-end . 

Number of authorized dealer stores at year-end. 

Number of warehouses at year-end. 


2,245,558 

.91 

.60 

1,481,693 
47,558,945 
19,111,933 
28,447,012 
2.49 to 1 
13,000,000 
28,588,897 
36,802,615 
6,931 

3,384 

11.58 

515 

1,743 

15 


ITAL STRUCTURE £ ar |y i n 1948 it became apparent that additional working capital would be desirable 
to accommodate the increased sales volume and because of rising merchandise costs. 

Stockholders approved the authorization of 150,000 shares of preferred stock, par value $50 per share, 
issuable in series and an increase in the authorized shares of common stock, par value $5 per share, from 2,750,000 
shares to 3,500,000 shares. 

In May 1948 the Company sold to a group of underwriters with nationwide distribution 120,000 shares of 
5% cumulative preferred stock, par value $50 per share, and convertible prior to July 31, 1958 into 4-1/10 shares 
of common stock, par value $5 per share, for each share of this preferred stock. 

Up to the year-end, holders of 3,109 shares of preferred stock elected to convert and received 12,746 shares 
of common stock. 

Following the sale of the preferred stock, application was made to the New York Stock Exchange to list 
both the preferred and common stocks of the Company in order to increase marketability. Listing was approved 
on July 15, 1948 and trading began on August 17, 1948. 
























PROPERTIES —The remaining store units included in the immediate post-war expansion pro¬ 
gram were completed in 1948. 

In St. Cloud, Minnesota, a complete shopping center, including a luncheonette, was opened 
in March, 1948, offering for sale large and small appliances, hardware, automotive supplies, and 
other durable goods, ready-to-wear and other soft goods, furniture and decorative goods, foods and farm machinery. 
A drug store is also operating under the same roof. This large shopping center operated at a satisfactory profit level. 

During the latter part of 1948 our Western Division opened a new store in Hollywood, California, and 
three new stores were opened in the western Canadian provinces by Macleod’s Limited, a wholly owned Canadian 
subsidiary. 

A number of stores in existing or new locations were also modernized or renovated and, as a consequence, 
showed improved operating results. 

In Fremont, Nebraska, a new modern warehouse was completed, enabling the Company to combine the 
old warehouse in this location and warehouse operations formerly at Salina, Kansas. During the year the warehouse 
at Fond du Lac, Wisconsin, was closed and its operations were assumed by the Chicago warehouse. Thus, consoli¬ 
dation of operations resulted in operating economies and a reduction in inventory investment. 

Solar Corporation, wholly owned manufacturing subsidiary, completed the new battery plant at Ogden, 
Utah. Mention was made of these facilities in the 1947 annual report and expectations of service improvement 
have been confirmed. 

Other facilities acquired included the Minnesota Super Food Markets consisting of a farm store, service 
station, and six food stores located in the northern part of Minnesota. The consideration paid consisted of Corpo¬ 
ration common stock of equal book value. 

Our facilities program for 1949 will follow a normal trend and contemplates the modernization, enlarge¬ 
ment or renovation of a fairly large number of existing branch stores, and the relocation of a few. We believe such 
a program will have a salutary effect on sales volume and profits. 

ORGANIZATION —The 1947 Annual Report included a comment that the Company '*.. . has grown to a size 
requiring decentralization of its merchandising and operational functions. Hence, more responsibility is being 
delegated to individuals in the field.” 

The purpose was twofold—to develop a more intense and intimate knowledge of customer requirements 
in each of the geographical areas and, equally important, to determine more precisely how much a region should 
spend for costs of operation in order to produce a reasonable operating profit. 

The central states area between Ohio and the Rocky Mountains, known as the Home Office Division, 
was chosen for the establishment of the new regional program. A complete regional organization has been in 
operation in the Denver, Colorado, area for the better part of 1948 and a comparison of results of this region 
with the balance of the Home Office Division shows a better increase in sales volume and operating profits, and 
a smaller investment in relation to sales. 

The regional organization at Fremont, Nebraska, has also been functioning during 1948 and has shown 
similar encouraging results. 

This practical experience, combined with a long period of pre-planning, led to the decision to establish 
three additional organizations with headquarters at Chicago, Illinois; Sioux Falls, South Dakota; and Minneapolis, 
Minnesota. The regional arrangement will greatly strengthen the over-all Company organization. 

In May 1948 the number of directorships was increased from seven to nine and Messrs. A. D. Walker and 
H. W. Zinsmaster were elected to the board. 

Archie D. Walker is President of the Red River Lumber Company, Pacific Investment Company, Walker- 
Pence Company and various other companies engaged in the lumber and real estate business. He is also Vice 
President and Director of the Minneapolis, Northfield and Southern Railway Company, and is interested in many 
civic, cultural and philanthropic endeavors. 

Harry W. Zinsmaster is President and Director of the Zinsmaster Bread Company, Zinsmaster Hol-Ry 
Company and Zinsmaster Baking Company. In addition he is a Director of the Northern Pacific Railway Company, 
Griggs, Cooper and Company, St. Paul, The First and American National Bank of Duluth, and the National 
Association of Manufacturers, and Trustee of the Committee on Economic Development. 

Albert J. Matson, Manager of our Credit Division, was elected Assistant Treasurer. 

In accordance with the by-laws of the Company, the Board of Directors appointed a committee of three 
directors who are not officers or employees of Gamble-Skogmo, Inc., to recommend to the Board the selection of 
independent auditors of the Company. The committee selected Peat, Marwick, Mitchell & Co. to make the 
1948 audit. 

PERSONNEL —For the benefit of qualifying employees, Gamble-Skogmo, Inc. and Solar Corporation provided 
from 1948 income the sum of $654,554 for employees’ profit-sharing retirement trusts. The comparable amount 
set aside in 1947 was $188,026. 

Macleod’s Limited provided $27,000 in 1948 for the retirement fund for their employees. 
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LITIGATION— In July 1948, the Federal Trade Commission filed a complaint against the Company alleging 
discrimination and monopolistic practices in the administration of the Company’s dealer program. Believing the 
complaint to be without merit, the Company is vigorously contesting this matter and, in the opinion of the 
management, the result of these proceedings will have no appreciable effect on the Company’s business. 

GENERAL— During the first nine months of 1948 sales and profits were substantially as planned. The fourth 
quarter witnessed a decline in sales and profits. 

The factors responsible for this decline included the decision of the Government to reimpose credit con¬ 
trols, effective September 20, 1948. The percentage increase in our time payment sales during the last three months 
of 1948 was less than half of the percentage increase experienced during the first nine months. The uncertainty of 
the political situation, the decrease in farm commodity prices, the balancing of supply and demand of almost all 
lines of merchandise are other factors. Our current sales promotion plans and a training program at the sales-clerk 
level are geared to reverse this trend. 

The present levels of employment, wages and liquid spendable funds in tne hands of consumers are factors 
which should help to maintain a stable economy in the immediate future. We hope that Government policies 
will not weaken the will and ability of business and individuals to engage in normal ventures. 

One of the great assets of our business is the 7300 employees, many of whom are stockholders and there¬ 
fore partners in this enterprise. To them we express appreciation for their loyalty and teamwork. 

Our stockholders, their families and friends are consumers who, in their daily lives, use the kinds of mer¬ 
chandise we sell. Active stockholder support of Gamble, Western and Macleod Stores could be a potent force 
for the good of the Company. 

Chairman of the Board President 

Minneapolis, Minnesota 
February 25, 1949 



• Sales of companies acquired are included • These charts give effect to companies 

in year of acquisition. acquired by merger or exchange of stock 

as of November 1, 1946. 












GAMBLE-SKOGMO, INC. and Subsidiaries 



CONSOLIDATED BALANCE SHEET 


ASSETS 


Current Assets: 

Cash in banks and on hand. $ 5,363,575 

Notes and accounts receivable (note 2): 

Customers, including equity in dealers* notes discounted without recourse, 

$10,805, equity in instalment accounts sold, $861,492, and other 

instalment accounts, $301,832. $ 3,275,069 

Suppliers and miscellaneous. 453,932 

3,729,001 

Less reserves for doubtful receivables. 227,545 3,501,456 


Inventories (note 3): 

Merchandise on hand and in transit. 

Raw materials, work in process and miscellaneous 

Prepaid insurance and other expenses. 

Total Current Assets. 


38,804,843 

1,805,795 40,610,638 

. 376,541 

. 49,852,210 


Investments: 

Common stock of Western Auto Supply Company (Missouri corporation) 
at cost (quoted market value at December 31, 1948, $5,058,375). 7,346,917 

Other securities at cost, notes receivable, etc. 818,939 8,165,856 


Fixed Assets (at cost, less depreciation): 

Land and buildings.. 

Furniture, fixtures and equipment. 

Automotive equipment. 

Machinery and manufacturing equipment . 

Less reserve for depreciation. 

Leasehold improvements, less amortization 


101,610 

5,371,966 

385,415 

1,250,872 

7,109,863 

1,967,519 

5,142,344 

683,056 5,825,400 


Goodwill 


2 

$63,843,468 


See accompanying notes to financial statements which are an integral part hereof. 




































GAMBLE-SKOGMO, INC. and Subsidiaries 


1 

AS OF DECEMBER 31, 1948. 


LIABILITIES 


Current Liabilities: 

Notes payable to banks... 

Trade accounts payable. 

Other accounts payable and accrued expenses. 

Provision for Federal, Canadian and State income taxes. 

Total Current Liabilities. 

Deferred Income—finance charges (note 2). 

Long-term 3 l A% Note Payable maturing in instalments of $675,000 each on 

February 1, 1950 to 1967, inclusive, and unpaid balance on December 1, 1967. 

Capital Stock (note 5): 

Preferred stock—par value $50 per share 

Authorized 150,000 shares, issued and outstanding 116,891 5% cumulative 

convertible shares. $ 5,844,550 

Common stock—par value $5 per share 

Authorized 3,500,000 shares (Reserved for issuance under conversion rights 


of preferred stock—479,254 shares) 

Issued and outstanding 2,490,468 shares. 12,452,340 

Scrip certificates issued for fractional shares of common stock- 

outstanding 900/1000 shares.. 11 


I 

Surplus per Accompanying Statement (note 4): 

Capital surplus (principally derived from constituent companies’ earned surplus 


prior to November 1, 1946)... 15,470,729 

Earned surplus since November 1, 1946.. 2,033,685 

» 






See accompanying notes to financial statements which are an integral part hereof. 
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$ 3,500,000 
5,422,220 
3,162,452 
2,160,067 

14,244,739 

797,414 

13,000,000 


18,296,901 

17,504,414 

$63,843,468 
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GAMBLE-SKOGMO, INC. and Subsidiaries 


V 


CONSOLIDATED COMPARATIVE STATEMENT OF INCOME 

FOR THE YEARS ENDED DECEMBER 31, 1948 AND 1947 



Year ended December 31 


Net Sales: 

Retail.. 

Wholesale. 

Total Net Sales. 

Cost of sales, including certain occupancy and buying costs 

Sundry operating income. 

Operating and administrative expenses. 

Net Operating Profit. 

Other income: 

Dividends. 

Interest..... 

Cash discounts on purchases. 

Profit on sale of real estate and other assets. 

Miscellaneous. 


Other charges: 

Interest on long-term debt. 

Interest—other. 

Write-off of debenture discount. - . 

Provision for employees* profit sharing (retirement) trusts. 

Cash discounts on sales, etc. 

Income before Income Taxes and 1947 Special Charge. 

Provision for United States and Canadian income taxes. 

Special charge of a portion of premium on redemption of debentures equivalent 
to resulting reduction in Federal income tax, the remainder of such premium 
being charged to earned surplus. 

Net Income.... 


1948 

$ 86,136,839 
66,234,577 
152,371,416 

118,792,188 

33,579,228 

1,125, 851 

34,705,079 

28,794 ,148 

5,910,931 

\ 

430,500 
11,887 
928,995 
50,346 
_74,756 

1,49 6,484 

7,407,415 

423,561 

296,381 

681,554 
_35,558 

1,437,05 4 

5,970,361 

2,181,795 


2,181,795 
$ 3,788,566 


1947 

$ 81,390,910 
63,777,0 00 
145,167,910 

116,799,415 
28,368,495 
703,446 
29,071,941 
26,446,198 
2,625,743 

430,500 

10,325 

936,773 

193,468 

40,102 

1 , 611,1 68 

4,236,911 

233,964 
268,162 
10,000 
213,026 
_24,539 

749,6 91 

3,487,220 

1,174,829 


_ 66,833 

_1,241,662 

$ 2,245,558 


See accompanying notes to financial statements which are an integral part hereof. 
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GAMBLE-SKOGMO, INC* and Subsidiaries 

L._ 



CONSOLIDATED STATEMENT OF SURPLUS 

FOR THE YEAR ENDED DECEMBER 31, 1948 


Amount at December 31, 1947. 

Net income for the year. 

Excess of proceeds from sale of 8,640 shares of common stock, par value $5 per 
share, over par amount thereof. 

Amount arising through issuance of 12,746 shares of common stock upon 
conversion of 3,109 shares of preferred stock (note 5). 

Deduct: 

Cash dividends on Gamble-Skogmo, Inc. capital stock: 

Common stock—90c per share. 

Preferred stock—$1.06*4 per share. 

Underwriters* commission ($285,000) and other costs in connection with 
issuing 120,000 shares of 5% cumulative convertible preferred stock. 


Amount at December 31, 1948 (note 4). 

See accompanying notes to financial statements which are an integral part hereof. 


Capital 

Earned 

$15,322,514 

$ 920,973 

— 

3,788,566 

56,506 

— 

91,709 


15,470,729 

4,709,539 

_ 

2,232,486 

— 

126,211 

— 

2,358,697 

— 

317,157 

— 

2,675,854 

$15,470,729 

$ 2,033,685 


NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

(1) The consolidated financial statements include the accounts of Gamble-Skogmo, Inc., and its wholly-owned subsidiaries. The assets, liabilities and 
operations of the Canadian subsidiaries have been converted into United States dollars at the official Canadian Control Board rate of exchange (par) in effect 
at both December 31, 1948 and November 1 , 1946 (date of acquisition of these subsidiaries). On the foregoing basis, the net equity in the Canadian subsid¬ 
iaries at December 31, 1948 amounted to $1,695,156 and the net income of the active subsidiary for 1948 amounted to $415,600. 

(2) Customers instalment accounts on which $8,571,422 was owing at December 31, 1948 (including company’s equity, $861,492) have been sold to 
banks subject to the terms of letter-agreements under which the company assumes certain obligations under specified conditions. It is believed that the actual 
liability thereunder is reasonably covered by the reserves of $140,494 against instalment accounts included in the reserves for doubtful receivables. 

The entire merchandising profit from instalment sales is taken into income at date of sale; the finance charges are taken into income over the 
period of instalment payments. 

(3) Inventories at retail stores and warehouses are based on book inventories which are adjusted to agree with physical inventories taken from time 
to time during the year (physical inventories of the principal warehouses were taken during the closing months of the year). These inventories are stated at 
substantially the lower of cost or market determined in the case of the retail stores in part by the "retail method" and in part by the application of gross 
profit percentages to reflect the cost of goods sold. Inventories at manufacturing plants were determined by physical inventories at the end of the year valued 
at the lower of cost (first-in, first-out) or replacement market. 

(4) Under the terms of the 3V4% long-term note outstanding, certain restrictions are placed upon the declaration of dividends and payments for the 
acquisition and redemption of the company’s own capital stock; the amount so available for these purposes at December 31, 1948 was in excess of the amount 
of earned surplus. 

(5) The 5% cumulative preferred stock is convertible prior to July 31, 1958 at the option of the respective holders into 4-1/10 shares of common stock 
tor each share of preferred stock. The excess of the par amount of the preferred stock (at $50 per share) over the par amount of the common stock (at $5 per 
share) so issued is credited to capital surplus. All or any part of the outstanding preferred stock may be redeemed at the option of the company at the following 
prices, plus in each instance accrued and unpaid dividends thereon: $52.50 per share prior to July 31, 1950, with successive reductions of 50c per share on 
July 31, 1950 and each second July 31 thereafter to $50.00 per share on and after July 31, 1958. 
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Accountants' Report 


To the Board of Directors, 

Gamble-Skogmo, Inc., 

Minneapolis, Minnesota. 

We have examined the consolidated balance sheet of 
Gamble-Skogmo, Inc. and Subsidiaries as of December 31, 1948 
and the related statements of income and surplus for the year 
then ended. Our examination was made in accordance with 
generally accepted auditing standards, and accordingly in¬ 
cluded such tests of the accounting records and such other 
auditing procedures as we considered necessary in the circum¬ 
stances . 


In our opinion, the accompanying consolidated balance 
sheet and statements of consolidated income and surplus present 
fairly the financial position of Gamble-Skogmo, Inc. and Sub¬ 
sidiaries at December 31, 1948 and the results of their opera¬ 
tions for the year then ended, m conformity with generally 
accepted accounting principles applied on a basis consistent 
with that of the preceding year. 



Minneapolis, Minnesota. 
February 18, 1949. 
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.. • retailer—distributing merchandise through 518 Company-owned stores ... 
wholesaler—selling consumer goods to 1773 dealers . . . manufacturer—pro¬ 
ducing batteries, paints, insulation, washing machines, and motor scooters in 
its own factories. 

Founders B. C. Gamble and P. W. Skogmo say—"When we opened 
our first store twenty-four years ago, we were short on experience and mer¬ 
chandising know-how, but long on enthusiasm and ambition. From the be¬ 
ginning we have been main street merchants, and that’s what we will continue 
to be. If, in the portrait of our Company, one sees an animated personality 
with stability, character and spirit, thanks are due to our 7,000 loyal employees, 
our thousands of suppliers and millions of friendly customers. Once you know 
one of our stores, you know the Company ...” 

Here, then, is the story of how Gamble-Skogmo brings modern mer¬ 
chandising to main street ... the story of a Gamble Store and of the folks 
who make it click! 










m 




NAME 


CAM 


am 


ADDRESS 


• Picture for a moment, a pleasant, thriving town growing out 
of rich midwest farm country. A town whose bustling main street 
starts at the railroad station and marches briskly down to the Des 
Moines River. A town of peat, square frame houses and wide, tree-lined 
side streets. Picture this, and you see Fort Dodge, Iowa. 

It’s a substantial town—supported by prosperous farms, ma¬ 
chinery factories, gypsum mills, meat packers and other industries— 
populated by folks who are proud of their fine schools, modern stores, 
comfortable homes, and their progressive spirit. Fortunately for this 
nation, it’s a typical town—there are thousands of main street com¬ 
munities like it all across the nation. They are the stabilizers; this 
country’s healthy economy depends upon them. 


. . . representative of Gamble Store managers everywhere. Here’s 
Cam’s story of his Town . . . his Family . . . his Company . . . his Store. 













Now—walk down main street to the center of town, and you’ll come to a landmark as 
familiar as corn fields and court house towers to midwest travelers—/£* friendly Gamble Store . 
It’s the Fort Dodge branch of Gamble-Skogmo, Inc., a Company with stores along hundreds of 
main streets—from Canada to Mexico, from Ohio to California and Hawaii. 

Cam (for Cameron) Callan, 37-year-old native Iowan, is manager of this Fort Dodge 
store. He greets folks with a big Irish smile, a booming "how are you,’’ and a warm handclasp. 
(This sometimes confuses city sophisticates who are unfamiliar with small town informality, and 
think they are being mistaken for someone else!) Give him half a chance, and Cam will take you 
on a tour of his store, and tell you all about his Company. 

"I’m just a newcomer, compared with fellows who started out alongside Bert and Phil 
back in the twenties, and are still with the Company today. But I’ve seen a lot of progress during 
my 15 years with the organization,*’ Cam reminisces. Bert and Phil are, of course, Bertin C. Gamble 
and Philip W. Skogmo, co-founders, who opened the first Gamble Store in 1925 at St. Cloud, 
Minnesota, a town less than 300 miles from Fort Dodge. Now Board Chairman and President, 
respectively, of a Company serving millions of families through manufacturing, wholesaling 
and retailing, they are still "Bert” and "Phil” to everyone. Significant? Yes, of the friendly, 
folksy spirit that characterizes the organization. 


"My store is one of about 2300 branch and dealer stores in the family,” Cam points out. 
"Not only Gamble Stores like mine in the grain and dairy country here in the midwest—but 
Western Stores out in the ranching, lumbering and truck gardening areas of the mountain 
and Pacific states—and Macleod Stores up in the wheat and cattle country of western Canada.” 


The largest of the three divisions Cam mentioned is the group of 310 Gamble Stores 
(branch outlets) and 145 5 Gamble Dealer Stores, located in 19 midwest states, comprising what 
is known as the Home Office Division, with headquarters at Minneapolis. 


The Western Stores are part 
of the Company’s Western Auto Supply 
division of California, with 172 branch 
outlets and 310 independent dealers 
in nine Rocky Mountain and Pacific 
Coast states, Mexico and Hawaii. Main 
offices are at Los Angeles. Although 
the Western Stores are remarkably simi¬ 
lar to the Fort Dodge unit, their mer¬ 
chandising programs must vary. In Janu¬ 
ary, when Cam is selling snow shovels 
and anti-freeze as fast as he can stock 
them, the Western Store at Hilo, Hawaii, 
is doing a booming business in bath¬ 
ing suits and electric fans! 



• "A pin on the map for each branch and dealer store. The 
first was for St. Cloud, Minnesota, March 11, 1925." 







The Macleod group of 44 stores (36 branch and 8 dealer 
units) was originally a mail order firm in western Canada and 
became a part of Gamble-Skogmo in 1945. Macleod’s is another 
profitable member of the family, and distributor of merchandise 
to a rich rural market in the four western provinces of Canada. 

If it weren't for his brother Bill, today Cam Callan would 
probably be running a farm instead of managing a Gamble Store. 
The Callan boys' father was an Iowa livestock man for 50 years, 
and trained Cam to take over the family farm. But much as Cam 
liked farming, his brother's job in a Gamble Store sounded a good 
deal more interesting. In fact, the more Bill talked about the Com¬ 
pany, the more Cam became convinced that here was a concern with vigor and ambition that 
matched his own. So when Cam got a chance to clerk in the Gamble Store at Marshalltown, 
Iowa, in 1935, he grabbed it, even though the starting salary was small. 

"I was making more in the cattle business, but here was an opportunity to work with a 
young, growing organization," Cam explains. 

He had that opportunity all right, for the Company had just introduced its authorized 
dealer program, and it was expanding rapidly. Branch stores not only sold merchandise at retail; 
they also served as small warehouses for nearby dealers. That meant a real hustle—filling orders, 
installing displays, refilling the shelves after closing—and learning, by good old-fashioned 
practical experience, all the phases of store operation. It was hard, but interesting work for 23- 
year-old Cam. The stimulation of serving customers, the challenges, the opportunities in this 
growing organization, the personal goal he had set of some day managing a store—these were 
rewards that made Cam's first job fascinating. 

"Life in those days wasn't half bad,” Cam recalls. "With $2-a-week room rent, and all 
the home-cooked food I could eat for 30c a meal, I could even stretch my $65-a-month salary to 
include a little entertainment." And typical of young men everywhere, Cam liked to spend some 
of his free evenings dancing. 

His favorite partner was Bernice Goecke, "the prettiest girl and the best dancer in Iowa." 
Bernie, like Cam, grew up on an Iowa farm. During high school days she was 4-H Club president, 
and won state fair ribbons for the prize cattle she raised on the family farm just outside Marshall¬ 
town. When they met, Bernie was working at a local beauty shop. 

1939 was a red-letter year for Cam Callan—and for Bernie! Cam was promoted to assist¬ 
ant manager of the Gamble Store at Waverly, Iowa. This was the first of many transfers, each 
giving him an increase in responsibility and, of course, income. At the time, that boost in salary 
seemed most important, for it meant Cam and Bernie could be married—// they settled for a tiny, 
furnished apartment, and put off dreams of "our own home" for a while. 

"We managed all right on Cam's salary, and it was fun moving around wherever the 
Company felt he was needed. Looking back, things have turned out just about the way Mr. Skogmo 
said they would." There's a note of pride in Bernie's voice when she talks about Cam's career. 
She points out that he was a full-fledged store manager at 31—and that now, thanks to foresight 
and perseverance, he is able to give his family all the necessities, and many of the extra comforts 



• 1935—unsophisticated and mighty 
serious about that first job! 


of American life. They own an attractive home, a late-model car, about every home appliance a 
wife dreams of —and there’s money left for life insurance, educational endowments for the young¬ 
sters, and to build Cam’s holdings of the Company’s common stock. 

Like many Company people, Cam started his investment in Gamble-Skogmo stock soon 
after he joined the organization. For many years, store managers and other employees were 
permitted to submit annual requests for shares. These offers-to-buy were always in excess of stock 
available, so shares were allotted, at a price approximating book value. The shares are now on 
the New York Stock Exchange and available to everyone. 

As manager of a Gamble Store, Cam Callan’s income is from four sources: salary (based 
on store sales volume), annual bonus (based on the year’s results), commissions on special pro¬ 
motions, and dividends on his shares of Company stocks. Benefits enjoyed by him—and other 
employees of the Company—include life and hospitalization insurance available at low cost, 
retirement funds, and participation in the profit-sharing trusts. 

This sense of security is more important than ever to Cam, for there are now five Callans 
living in that spanking-new Cape Cod rambler on North 12th Street in Fort Dodge. The three 
youngsters—Mary, age 8, Cammie, 5, and Tim, 3, make the Callan household a lively place. 
Cam and Bernie agree that it takes a bit of well-placed discipline, seasoned with lots of humor 
and affection, to keep the roof on. A healthy, happy childhood, sound moral training, and a good 
education are every child’s rightful heritage, the Callans believe. And they are providing their 
youngsters with the means to all three. 

"Busy” is the word for Bernie. Cooking, sewing clothes for the youngsters, and caring 
for the house steal most of the hours in a day. Yet she manages time for outside activities, such as 
P.T.A., women’s clubs, and church work. 

On evenings out, the Callans still enjoy dancing. They belong to the Riverside Golf Club 
(dues $18 a year) and the "Mr. and Mrs.” Dance Club. Occasionally Cam goes on a weekend 
fishing trip with the boys. 

• The Callans at home—a three-bedroom Gamble prefab, the kind of house that can grow. 







An average American family? Definitely—they are just the kind of folks you’d like to 
see move in next door! 


Cam’s day starts early. He reaches the store a little after 8 o’clock, in time to look over 
the mail and check with his floor managers and outside salesmen before the rush begins. 

Somewhat larger than most Gamble-Skogmo units, Cam’s store is 62 feet wide by 140 
feet deep, with three full selling floors, plus a separate Gamble Farm Store. That farm store is an 
important part of Fort Dodge’s "implement row’’ where Iowa farmers shop for tractors and farm 
equipment while their wives buy family needs over in the main store. 

When you see the well-stocked counters, the wide variety of merchandise on display, 
you are not surprised that this store is doing close to $1,000,000 volume annually. Cam, obviously 
proud, is quick to give credit to the Company’s merchandising program and to his staff. 

"The 35 people who work with me are interested in their jobs—they have integrity, 
experience, loyalty. They, and the thousands of folks like them that you find in all Gamble- 
Skogmo stores, are the Company’s greatest asset. In fact, they are the Company , as far as our 
customers are concerned, ’’he says. 

It is part of every Gamble Store manager’s job to help his salespeople succeed by training 
them in salesmanship, teaching them to "know your merchandise,*’ and stimulating them to 
find newer, simpler ways of doing their work. 


Folks who wonder "What are my chances of advancement in this organization?” see the 
answer in countless individuals now in highly responsible positions in the Company’s offices, 
on the regional staffs, in the factories. An amazing number of these folks started as receiving 
clerks, sales people and clerical assistants, who learned the fundamentals of merchan¬ 
dising the way they should be learned. 






• "The length it perfect!" Cleo’s honest opinion sells another dress. 


Two of these men had early 
Company experience at Fort Dodge: Lon 
Minier, manager of the newly organized 
Sioux Falls (South Dakota) region, was 
a supervisor with headquarters at Fort 
Dodge for nine years; Ames Dahle, Fre¬ 
mont (Nebraska) regional manager, was 
manager of the Fort Dodge store when 
it opened in February, 1934. And today. 
Cam Callan’s own record of advance¬ 
ment is an incentive to his teammates. 

It is Cam’s job to give responsi¬ 
bility to every store employee who proves 
he wants and can handle it. There’s Joe 
Thode, for instance, a young World War 
II veteran, who manages the downstairs 
durable goods departments. Joe was a 
sales clerk before the war; he came home 
to take on additional responsibilities, and may soon become a store manager. John Gargano, 
George Bambenek, and Mac Chittick are also proving, by their acceptance of responsibility, that 
"steady progress is almost inescapable if you work for a progressive company, and show 
your company that you want to succeed.*’ 

And it’s Gamble salespeople like trim, enthusiastic Cleo Buehler who convert casual 
shoppers into steadfast customers. She sells women’s fashions, and tosses in advice on everything 
from care of furs to figure control! 

Cam holds regular sales meetings with his entire store group once each week. Past sales 
and future quotas, special promotions, sales techniques, and any other phases of store operations 
that need special emphasis, are discussed. Everyone has a chance to ask questions and make 
suggestions—everyone goes away a better salesman. Cam insists that he has about the finest 
salespeople in the world, but he adds, "We have an awful lot to learn about selling and serving 
the public—well, we’re getting back to 
the fundamentals like knowing our mer¬ 
chandise and giving our customers the 
service that friends deserve.*' 

Once in awhile Cam likes to tell 
the gang about his early days with the 
Company: The time he worked side by 
side with Bert Gamble himself, on a spec¬ 
ial tire promotion, and Bert outsold him 
by $8.09! The slim days of the thirties 
when farmers traded potatoes for bat¬ 
teries or two-ply tires to keep their an- 

• The Coles of Nebraska learn about Coronado electric 
ranges from Joe Thode, who owns one himself. 










• Gamble-Skogmo’s greatest asset: Cam’s team and groups like it in 
Company stores, warehouses, factories, and offices. 


cient autos running. The new store 
openings with hill-billy bands and give¬ 
away promotions (free blankets, shirts 
and bed linen with every sale of batteries, 
oil and auto horns) that made competi¬ 
tors shake their heads and Gamble cash 
registers ring. The time the tourist came 
in to use the washroom, and Cam sold 
him exactly $320 worth of merchandise 
before he left the store! 

Back in the early days of Fort 
Dodge, settlers stopped in the general 
store for a side of pork, and usually 
stayed on to hear the latest news and 
gossip, or exchange views on national 
and local politics. The store was more than a place to buy provisions—it was the town’s informa¬ 
tion center and clubroom. Somewhere in the evolution to modern, streamlined merchandising, 
much of the casual and homespun informality was lost. Gamble-Skogmo is trying to recapture 
the old "general store" atmosphere, without sacrificing efficient merchandising methods. And 
while there is no coal heater for folks to gather around, there is a warm easiness in the Fort Dodge 
store—kindled by the customers and nourished by Cam and his friendly crew. 

What does Cam consider the most important factor in his store’s success? "You can 
operate the most modern, convenient store in the world, promote to the skies, but if you don’t 
stock quality merchandise, competitively priced, you’ll never gain a permanently healthy 
volume of sales,*’ he has discovered. 

That’s why it’s a mighty important occasion when the big black and white 
Gamble truck rolls up to the door with a fresh supply of merchandise. "It’s the life¬ 
blood of our store, and as I see it the Company warehouses and distribution sys¬ 
tem are the arteries through which we’re fed,** he says. 

Like all Company branch and dealer units, the Fort Dodge store is 
serviced by warehouses strategically 
placed to give economical and prompt 
service. Improvements are constantly 
made in the distribution and warehous¬ 
ing program in a never-ending effort to 
pare the costs of bringing commodities 
from manufacturer to consumer. 

What does Cam sell in his Fort 
Dodge store? Everything for the farm— 
from tractors to baby chicks; everything 
for the home — jrom the home itself 

• "Truck’s in!" Every Thursday new merchandise arrives 
from the Marshalltown warehouse. Many items are 
shipped directly from factory to store. 


GAMBLES DRIVE-IN| 









• "Knowing how top-notch Coronado washers are made 
makes selling easier." This visit to Webster City will pay off! 


(prefabs) to kitchen curtains; everything 
for the car—from rebuilt motors to cigar 
lighters; everything for the family—from 
dad’s work clothes to baby’s pin-ups! 

The only major Company line which 
Cam doesn’t stock in his store is foods. 

He doesn’t have the space. About 50 of 
the larger branch and dealer stores 
now include food departments and 
luncheonettes, however. 

When the Fort Dodge store was 
opened in 1934, Gamble-Skogmo sold 
only hardware and automotive supplies. 

These, together with major appliances 
and other durable goods, still contribute 
the larger proportion of sales. But during 
the past 15 years, the Company has gradually expanded into other lines of consumer goods. 
World War II with its shortages of basic bread-and-butter items gave impetus to the addition 
of foods and wearing apparel. 

Back in the early thirties, women shoppers were the exception in most of Gamble-Skogmo’s 
stores. Today, they outnumber the men two-to-one in all departments except auto accessories, 
building materials, and farm equipment. "Since women hold the nation's purse strings, and 
influence from 70 to 80 percent of retail buying, that’s mighty important,’’ Cam points out. 

Two kinds of merchandise are handled in Company stores: nationally advertised brands, 
and private-label goods manufactured in the Company’s own plants or by leading manufacturers 
according to Gamble-Skogmo specifications. 

As Cam sees it, "The Company is determined to bring better quality merchandise to our 
customers. To do so, we even manufacture some of it ourselves!’’ 

Actually, Gamble-Skogmo’s manufacturing subsidiary, Solar Corporation, was set up 
back in 1929, in answer to the pressing need for a steady supply of high-quality paint and batteries. 
Widely known Homeguard paints and varnishes and Varcon batteries are produced at Solar 
plants at Milwaukee, Wisconsin, Los Angeles, California, and Ogden, Utah. Homeguard insula¬ 
tion is produced at Fergus Falls, Minnesota. Because of growing customer acceptance and 
increased production, batteries are also supplied to other national and local distributors to be 
marketed under their own private brand names. 

At Webster City, just a few miles from Cam’s store, the Beam Manufacturing Company, 
a division of Solar, makes Coronado washers and Hiawatha Doodlebugs for the Company and out¬ 
side distributors. Big news from Beam a couple of years ago was the new Coronado automatic 
washer. It has won widespread customer-approval and demand is still crowding supply. 

Now, it’s easy to understand how the quality of Company-manufactured products can be 



















Naturally, that’s a pretty big order. Through 

• Tomorrow’s customers—today's pensive visitors study constant research and cooperation from manufac- 

railroading in the toy department while mother shops. turers, progress is encouragingly swift. 

Started in 1933, the Company’s authorized dealer plan was an application of a simple 
rule of merchandising: The more merchandise handled through an organization’s warehousing, 
distributive and manufacturing facilities, the lower the cost of the merchandise to the customer, 
with greater profit to the distributor. Today, more than 1770 independent dealers sell Gamble 
merchandise in their own stores. And they enjoy the purchasing power and assistance Gamble- 
Skogmo offers in merchandising, accounting, store display and advertising. 


maintained and controlled; but what about merchan¬ 
dise manufactured by other companies, and distrib¬ 
uted through Cam’s store under Gamble-Skogmo’s 
private-brand names? Lines like Coronado radios, 
Crest tires, Haddon Hall home furnishings, Farm- 
crest tractors and farm machinery, Rouillard apparel 
for women, and many others. First, the Company 
buys from thousands of manufacturers—from the 
largest to the smallest—who maintain high standards 
of quality. Secondly, Company designers and quality¬ 
testing experts work with the individual manufac¬ 
turer in producing the kind of merchandise Cam’s 
customers want to buy, at attractive prices. 


Remember Cam Callan’s brother, Bill, who first interested Cam in the Company? He was 
a branch store manager until he went into the armed services. When he came home, he wanted 
a business of his own. Now he has it, a Gamble Dealer Store at Durand, Wisconsin. 


"Everything in my home is from 
Gambles —including my husband ,” Vir¬ 
ginia says. And Bud is quick to quip, 
"Yes, Ginny knows a bargain when she 
sees it!” The Archers believe "success 
belongs to those who work for it.” Their 
store is small, but as you listen to their 
level-headed plans you know they have 
a big future. 

• The Callans ask, "How’s business?” Dealers Virginia 
and Bud Archer answer, "Fine, but we still can’t be¬ 
lieve this is our own store!" 



Bud and Virginia Archer at Manson, Iowa—just a few miles from Fort Dodge—own 
another dealer store in which Cam takes a very personal interest. Virginia was credit manager 
at the Fort Dodge store, and Bud clerked there before he went into the army. When he came 
home, Virginia and Bud took two big 
steps—into marriage, and into business 
for themselves as Gamble dealers. 

Cam helped them set up their store 
and visits them often, taking a fatherly 
interest in their success. 




• "The Company's monthly Planning 
Guide is like advice from dad—you save 
yourself a lot of grief by 


Sea captains, 
teachers, theological: 

farmers, ex-barbers and widows—these are 
some of the people who have found profit, business 
independence and pride of ownership in the Company’s 
dealer program and under a free enterprise system. A moderate in¬ 
vestment in inventory and fixtures, careful watch over expenses, full use of 
the Company’s merchandising facilities are factors behind hundreds of dealer success stories. 

Fort Dodge is about 200 miles from the Company home office at Minneapolis—a pleasant 
afternoon drive through southern Minnesota along Highway 165. But with the exception of a 
friendly social call, or an occasional meeting of branch store managers and dealers, there’s not 
much need for Cam to visit the home office. It's brought to him , and every store throughout the 
Gamble-Skogmo organization. 

Once each month, a complete promotion package, the Company’s Planning Guide, is 
delivered to Cam’s office. In it he finds a detailed working plan of every sale event or merchandise 
line promotion for the month, complete with display properties, advertising mats, and practical 
instructions. In addition, all the facts about new merchandise, from selling data to ordering in¬ 
formation, are rushed to the store as soon as they are available. 

"We store managers never suffer from any lack of information! My only trouble is finding 
enough time in the day to read and digest all the material—and still spend some time with my 
store folks and customers. I’m pretty much tied down with personnel work, reports, inventory 
stock controls and promotion follow-throughs.’’ Cam illustrates his words by thumbing through 
a stack of papers. His complaint is being answered by the Company’s new Regional Plan, a de¬ 
centralization program which will simplify or eliminate much of Cam’s detail. 

Regular visits from district manager Dick Thies bring Cam into close personal contact 
with his home office. It is Dick’s job to see that each store manager in his territory has all the aid 
he needs to run his store successfully and to make sure that he is following the Company’s tested 
methods of store operation. The welcome mat is out when Dick arrives, for Cam knows he offers 
sound advice based upon many years of experience. 

Dealer stores in the Gamble-Skogmo organization are offered the same services through 
their zone superintendents. These men visit franchised dealers regularly, to assist with buying, 
inventories, promotional plans, and to help iron out their problems. 
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What does it take to be a successful store manager? Dick Thies says, "It's a combination 
of common sense, salesmanship, keen judgment, hard work, and a genuine interest in people/* 

Cam adds, "You’ve got to want to succeed, and take your share of responsibility.** 

And then he continues: "The Company and its thousands of stockholders have placed a 
huge investment in my hands. They have a right to good stewardship. It’s not the kind of job you 
can forget at 6 o’clock. My work often goes home in my briefcase at night.** 

There’s an even broader phase of Cam’s responsibilities in representing Gamble-Skogmo 
at Fort Dodge. Since the welfare of the community is vital to his store’s success, the Company 
encourages him to devote a reasonable amount of time to community affairs. And since Cam is a 
home owner and resident of Fort Dodge, he finds satisfaction in helping to put over the promo¬ 
tions and civic programs sponsored by the Chamber of Commerce and Associated Retailers. 

Naturally, there’s keen competition as well as friendly cooperation among the retailers 
of Fort Dodge. As Cam says, "Competition is what built our free enterprise system—and our 
modern main street! I think we small town retailers have proved that friendly competition builds 
better business for everybody !’* 

Company stores are welcome members of communities across the nation because they 
are good citizens. Wholehearted cooperation with other retailers and assistance given civic projects 
in the community have gone a long way toward proving that the Company’s stores help build 
the towns in which they are located. And by attracting more shoppers to main street, through 
extensive advertising and offer of good values, the stores broaden the trade areas of their towns, 
increasing sales and income of other merchants and business men. 

• "We push Fort Dodge, and we push together." John Coolidge of Younkers, C. of C. Secretary 
Terrill, Aaron Glazer of Larson Clothing Co., Cam, C. of C. President Beier, and Mayor Poole. 
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• Keeping in touch with his farm customers is a 
hobby of ex-farmer Cam. Corngrower Fred 
Michalski reports his Farmcrest tractor "does a 
swell job everywhere on the farm!" 

Gamble-Skogmo owes a great debt to small town 
America. Perhaps it is paying this debt by helping main 
street to compete with large cities for the farm and local 
trade—by helping to maintain the identity of the small 
town—by helping to keep the town a vigorous, healthy 
business community. 

Who are Cam’s customers? Town folks, of course, 
and farmers from 45 miles around Fort Dodge. 

"We estimate that a good 65 percent of our store’s 
business is with farm people,” Cam says. "Why, take 
tractors alone. Just drive around Webster County and 
you’ll see what I mean!” 

Another indication of the emphasis on farm trade 
is the strong outside sales program of the Fort Dodge 
store. Three full-time outside salesmen—concentrating on 
appliances, building materials, furniture, and other major 
items—chalk up 15 to 18 percent of the store’s total sales. One salesman, Paul Rodman, had 
outside sales of about $75,000 last year. 

This large proportion of rural trade is not unique—it’s true in all Company-operated 
stores. The new One-Stop Shopping Centers, in bigger towns and cities for the most part, are a 
forward step in modern merchandising but will never completely overshadow the Company’s 
main street stores in crossroad towns. Bert Gamble and Phil Skogmo boast of the fact that they 
are small town boys who grew up in North Dakota—Gamble in Hunter (pop. 414), and Skogmo 
in Arthur (pop. 335). They know main street. They saw the big business possibilities in the 
smallest towns in America. Today, they feel that the sales potential is greater than ever. 

What is ahead for Cam Callan? There’s virtually no limit on the places he can go —with 
an organization that's going places. Cam and his Company are ambitious, but not impatient—confi¬ 
dent, but not cocky. In the last 15 years, the Company has seen Cam develop from an eager, in¬ 
experienced sales clerk to a capable, responsible manager. Cam, in turn, has seen phenomenal 
growth, maturity and stability come to his Company. 

"When I lock up the store at the end of the day and start home, I somehow feel that things 
are going to keep on being all right. With a nation of towns like Fort Dodge—and folks like I 
meet and work with every day—how can we miss!” 



THE END 
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